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General 


Advertising and publicity 

Handicrafts: a case in promotion 

Spice promotion in the United 
States 

A promotional campaign for green 
pepper 

Producing effective export 
promotion material 

Cooperating with the press 

Print and display material 


Agents, commercial 
Agency contracts: know the law 
Picking the right agent 


Assistance from governments 

CBI: a decade of service to 
developing countries 

Your contact in the market 

Opportunities at Novi Sad Fair 

Import promotion office in 
Denmark 

Norway opens import office 


Chambers of commerce 
Catalyst for trade: a regional 
chamber of commerce group 
Chambers of commerce—their 
trade promotion role: 
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Il. An example: the Hungarian 
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Commercial representatives, official 


Where set up the next post? 

How Australia’s Trade 
Commissioner Service works 

Financial management of your 
office 

Employing local office staff 


Correspondence 

Handling your first export 
transaction 

Recording and following up 
inquiries 


Duty drawback on exports 
Export incentives 
Duty drawback on exports: 
manufacture in bond for export 
and temporary duty exemption 
Paying the duty drawback 
Determining duty drawback rates 
Duty drawback on exports: 
policy considerations 


Export costing and pricing 
New export costing and pricing 
adviser 


XV/2 Apr-June 79 p. 


XIV/4 Oct-Dec 78 p. 


XIII/2 Apr-June 77 p 


XIII) Jan-Mar 77 p. 


XIV/3 July-Sept 78 p. 


XIV/2 Apr-June 78 p. 


XVI/4 Oct-Dec 80 p. 


XV/1 Jan-Mar 79 p. 
XIV/4 Oct-Dec 78 p 
XVI/3 July-Sept 78 p. 


XIV/2 Apr-June 78 p. 


XVI/3 July-Sept 80 p. 


INTERNATIONAL TRADE FORUM/JANUARY-MARCH 1982 


Export design 

Philippine handicrafts: responding 
to the market 

Handicrafts: marketing in the 
eighties 

Designing the product 

Government support for product 
development 
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Getting a feel for the market 


Export incentives 
Export incentives 


Export product development 

Contract manufacturing and 
licensing 

Product development: financial 
controls 

Product development: advancing 
the project 

Testing the new product 

Designing the product 

Using market research for product 
development 

Obtaining new product ideas 

Setting the company’s course 

Export product strategies 

Government support for product 
development 


Export year 
Export Year—an idea that caught 
on 


Fairs, exhibitions 

Before you enter a trade fair 

Visitor objectives—how decisions 
are made 

How to judge the success of your 
participation 

A simple guide for preparing the 
exhibit budget 

How to write a brief for the exhibit 
designer 

Visiting ministers from your 
country 

How to save costs by using the 
organizer's shell scheme 

Using a stand contractor 

Opening day protocol 

The day after the show closes 

Reco.ding and following up 
inquiries 

Keeping the stand tidy 

Cooperating with the press 

“Fastfeedback” for trade fairs 

Print and display material 

Hints on stand design 

The vital last days 
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Financing, export 

Export incentives 

Government assistance in export 
financing 

Financing of term exports 

Short-term export financing 

Export financing for developing 
countries: some general issues 

Handling 

Handling fresh tropical produce fo 
export 
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Import operations and techniques 


Importing: the information needs 

Efficient import operations and 
techniques 

New expert on importing 


ITC services 

New statistical service for 
developing countries 

Expert advice on export quality 

New export costing and pricing 
adviser 

Export take-off 

Hot line to the market 

Efficient import operations and 
techniques 

New expert on importing 

Trade information networks 

Improving transport to expand 
exports 

Analyzing your export effort 

Guides for market research 

Getting a perspective on export 
performance 

New trade information adviser 

Packaging to promote exports 


Market research techniques 

Using market research agencies 

The research plan 

Writing a market research report 

Data analysis and interpretation: 
Part Il 

Data analysis and interpretation: 
Part I 

Preparing data for analysis 

Field research: Part III 

Field research: Part II 

Field research: Part I 

Your market research brief 

How to carry out desk research 

Market research—the product and 
how to market it 

Why use market research 

Guides for market research 


Marketing 

Philippine handicrafts: responding 
to the market 

Handicrafts: marketing in the 
eighties 

Handicrafts: a case in promotion 

STC’s market intelligence system 
for oils and oilseeds 

EEPC: promoting Indian 
engineering exports 

Agency contracts: know the law 

Expanding mutual trade in 
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Using market research agencies 

Handling fresh tropical produce for 
export 

Testing the new product 

The research plan 

Tapping Europe's large 
floricultural market 

Writing a market research report 

Spice promotion in the United 
States 

Hot line to the market 

Selecting products for export 
development 

A promotional campaign for green 
pepper 

Field research: Part III 

Don’t let culture cripple your 
prospects 

Setting the company’s course 

Export product strategies 

Brazilian construction firms go 
abroad 

Field research: Part II 

Field research: Part I 

How STC has helped promote 
India’s shoe exports 

Marketing out flowers 

Designing for export—India’s NID 

Getting a feel for the market 

Your market research brief 

How to carry out desk research 

Handling your first export 
transaction 

Producing effective export 
promotion material 

Market research—the product and 
how to market it 

Openings abound on dynamic 
Nigerian market 

Launching pineapples in Sweden 

Why use market research 

Prospects for spices exports bright 

Low-cost methods for unitizing 
your exports 

Solving a marketing problem 

Guides for market research 

Iran—a highly receptive market 

Using GSP: advice to exporters 

Delivering your orders on time 

Your export office 

Picking the right agent 

Venezuela—a challenging market 

Upswing in the honey market 

How to enter the Japanese market 

Targeting sales to Saudi Arabia 

Pyrethrum: its safety sells it 

Exporting on a small budget 


Packaging 

How to reduce your packaging 
costs 

Handling fresh tropical produce for 
export 

Government support for product 
development 

Packaging to promote exports 
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Developing a national exporters’ 
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Producing effective export 
promotion material 

Guides for market research 

Print and display material 


Quality control 


Handling fresh tropical produce for 


export 
Expert advice on export quality 
A national quality control system 


Representation 

Agency contracts: know the law 
Picking the right agent 
Exporting on a small budget 


Services, exports of 

EEPC: promoting Indian 
engineering exports 

How the Irish Export Board 


promotes the export of services 


Brazilian construction firms go 
abroad 
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State trading in developing countries 


STC’s market intelligence system 
for oils and oilseeds 

Expanding trade through STOs: 
the Asian experience 

How STC has helped promote 
India’s shoe exports 


Tariff systems 
Using GSP: advice to exporters 


Trade facilitation 

Incoterms: facilitating the export 
process 

Streamlining the export process 


Trade information services 

Developing a national exporters’ 
register 

STC’s market intelligence system 
for oils and oilseeds 

importing: the information needs 

New statistical service for 
developing countries 

Trade information networks 

How to carry out desk research 

Guides for market research 


Trade law 

Incoterms: facilitating the export 
process 

Agency contracts: know the law 


Trade procedures 
Incoterms: facilitating the export 
process 
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Trade promotion organizations 


STC’s market intelligence system 
for oils and oiiseeds 

EEPC: promoting Indian 
engineering exports 

Catalyst for trade: a regional 
chamber of commerce group 

Chambers of commerce—their 
trade promotion role: 


I. What types of trade promotion 


activities 
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Il. An example: the Hungarian 
Chamber of Commerce 
Hot line to the market 
How the Irish Export Board 
promotes the export of services 
KETA: a force behind exports 


Trade promotion techniques 


Philippine handicrafts: responding 


to the market 
Before you enter a trade fair 
Handicrafts: a case in promotion 
STC’s market intelligence system 
for oils and oilseeds 
EEPC: promoting Indian 
engineering exports 
Catalyst for trade: a regional 
chamber of commerce group 
Chambers of commerce—their 
trade promotion role: 


I. What types of trade promotion 


activities 
Il. An example: the Hungarian 
Chamber of Commerce 

Spice promotion in the United 
States 

Streamlining the export process 

Export take-off 

Hot line to the market 

How the Irish Export Board 
promotes the export of services 

Selecting products for export 
development 

How to write a brief for the exhibit 
designer 

Expanding trade through STOs: 
the Asian experience 

Government support for product 
development 

Visiting ministers from your 
country 

KETA: a force behind exports 

Where set up the next post? 

How to save costs by using the 
organizers’ shell scheme 

Trade information networks 

Improving transport to expand 
exports 

How STC has helped promote 
India’s shoe exports 

Duty drawback on exports: 
manufacture in bond for export 
and temporary duty exemption 

Using a stand contractor 

Designing for export—India’s NID 

Opening day protocol 

Analyzing your export efforts 

Paying the duty drawback 

How Australia’s Trade 
Commissioner Service works 

Export Year—an idea that caught 
on 

The day after the show closes 

Determining duty drawback rates 

Duty drawback on exports: policy 
considerations 

Producing effective export 
promotion material 

Recording and following up 
inquiries 
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Keeping the stand tidy 

Government assistance in export 
financing 

Strategic planning for the export 
promotion organization 

“Fastfeedback” for trade fairs 

Getting a perspective on export 
performance 

Financing of term exports 

Print and display material 

Hints on stand design 
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Short-term export financing 

Export financing: some general 
issues 

The vital last days 


Transport 

Improving transport to expand 
exports 

Low-cost methods for unitizing 
your exports 
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Geographic 


Afghanistan 
Improving transport to expand 
exports 


Australia 
How Australia’s Trade 
Commissioner Service works 


Bahrain 


The Gulf States—ripe for fruits and 


vegetables 


Brazil 
Brazilian construction firms go 
abroad 


France 
Catalyst for trade: a regional 
chamber of commerce group 


Hungary 
Chambers of commerce—their 
trade promotion role: 
II. An example: the Hungarian 
Chamber of Commerce 


India 

STC’s market intelligence system 
for oils and oilseeds 

EEPC: promoting India 
engineering exports 

How STC has helped promote 
India’s shoe exports 

Designing for export—India’s NID 


Iran 
Iran—a highly receptive market 


Ireland 

How the Irish Export Board 
promotes the export of services 

Strategic planning for the export 
promotion organization 


Japan 
How to enter the Japanese market 


Kenya 

Handicrafts: a case in promotion 
Hot line to the market 

KETA: a force behind exports 
“Fastfeedback” for trade fairs 
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Kuwait 
The Gulf States—ripe for fruits and 
vegetables 


Netherlands 
CBI: a decade of service to 
developing countries 


Nigeria 
Openings abound on dynamic 
Nigerian market 


Oman 
The Gulf States—ripe for fruits and 
vegetables 


Philippines 
Philippine handicrafts: responding 
to the market 


Saudi Arabia 

The Gulf States—ripe for fruits and 
vegetables 

Targeting sales to Saudi Arabia 


Sweden 

A promotional campaign for green 
pepper 

Launching pineapples in Sweden 


United Arab Emirates 
The Gulf States—ripe for fruits and 
vegetables 


United Kingdom 
Export Year-—an idea that caught 
on 


USA 
Spice promotion in the United 
States 


Venezuela 
Venezuela—a challenging market 


Yemen 
The Gulf States—ripe for fruits and 
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Centre news 


Products 


Asparagus 
Canned asparagus exports 


Engineering goods 
EEPC: promoting Indian 
engineering exports 


Flowers 

Tapping Europe's large 
floricultural market 

Marketing cut flowers 


Fruit, fruit products 

Key export openings for certain 
fresh fruits and vegetables 

Handling fresh tropical produce for 
export 

The Gulf States—ripe for fruits and 
vegetables 

Hot line to the market 

Launching pineapples in Sweden 


Furfural 
Furfural: an export from waste 
material 


Handicrafts 

Philippine handicrafts: responding 
to the market 

Handicrafts: marketing in the 
eighties 

Handicrafts: a case in promotion 

KETA: a force behind exports 


Herbal drinks 
Herbal drinks—export prospects 
bright 


Honey 
Upswing in the honey market 
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Pepper 


pepper 


Pyrethrum 


Spices 


States 


Prospects for spices exports bright 


Pyrethrum: its safety sells it 


A promotional campaign for green 
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Spice promotion in the United 
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Tropical fish 


fish market 


Vegetable oils 
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Tool trade strong and expanding XVII/3 July-Sept 81 p. 


Imports play key role in tropical 
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STC’s market intelligence system 
for oils and oilseeds 
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Expanding mutual trade in 


vegetable oilseed products 
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Vegetables, vegetable products 
Key export openings for certain 
fresh fruits and vegetables 
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Dehydrated vegetables—careful 


marketing required 
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Handling fresh tropical produce for 


export 
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The Gulf States—ripe for fruits and 
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Hot line to the market 
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Centre news 
continued from page 2 


of the supply situation in 
member countries of the AGC 
as well as market research in 
selected West African coun- 
tries, with the objective of draw- 
ing up a strategy to increase in- 
tra-African trade in groundnuts 
and groundnut products. This 
study will form the basis for 
discussions at the International 
Symposium on Production Prob- 
lems and Intra-African Trade, to 
be organized by AGC in June. 


Export packaging 
ITC’s senior export packag- 
ing adviser addressed Italian 


packaging machinery manufac- 
turers at IPACK-IMA ’82, an in- 
ternational packaging exhibi- 
tion held in Milan in March. 
During the quarter he under- 
took a programming mission to 
Greece at the request of the ex- 
port promotion organization. 
Another issue of ITC’s “Ex- 
port Packaging Notes” (No. 
11-1) was published during the 
quarter, entlited “A Calendar of 
Selected Exhibitions and Con- 
ferences Related to Food Prod- 
ucts, Packaging, Food Process- 
ing, Materials Handling, Etc.” 


Export quality control 


ITC’s adviser on export qual- 
ity control undertook a _ two- 


INTERNATIONAL TRADE FORUM/JANUARY-MARCH 1982 


week mission to Bangladesh 
during the quarter to assess the 
present quality control and pre- 
shipment inspection systems, 
the application of standards 
and certification schemes for 
various export products, as well 
as identify future technical co- 
operation requirements. 

He also carried out a three- 
week fact-finding and program- 
ming mission to the United Re- 
public of Tanzania to identify 
major needs for quality develop- 
ment, control and certification 
of the main export products. 

As a result of the various 
activities that have been un- 
dertaken in export quality con- 
trol in Latin America, including 
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